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Our DNA 

DSM software product company 

Better user experience, better results 

A unique approach 
 

 • Data-driven best practices built into platform – 130,000+ projects 
 

• Product-based delivery model reduces risk and launch time 
 

• Modular platform with API integration 
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DSM is Hard to Manage 
& Quantify 



Today’s Challenges 
• Stakeholders expect instant answers 

• Data stored in disparate systems 

• Manual processes 

EM&V 

Utility 
Program 

Trade Allies 

Regulatory Implementers 

Customers Grid 
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Our Mission 
Transform the Way DSM is Quantified & Delivered Through Software 



Optix Demand-side Management System 

Portfolio 
Analytics across 
all programs 

Manage 
Program 
optimization 

Evaluate 
Real-time usage 
data analysis 

Partner 
Trade ally 
management 

Engage 
Intuitive online 
engagement 

Cloud-based Software 
for Utility DSM 

EM&V 
Utility 

Program 
Trade Allies Regulatory Implementers Customers Grid 
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Technology-Enabled Solutions 

• Risk & Compliance 
Management 
Well-managed pipeline, 
data integrity 

• Portfolio Performance 
Lean processes, lower costs 

• Customer Experience 
Continuous engagement & 
seamless lead transfer 
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EnergySavvy Customers 

NYSERDA uses EnergySavvy Optix in conjunction with CSG 
Minnesota Energy uses EnergySavvy Optix in conjunction with AEG 
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Continuous Customer Engagement 

• Educate customer on their energy savings 
potential 

• Spur action 

• Provide personalized portal & automatic 
follow-up 
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Customers were 60% 
more likely to follow 

through with an energy 
improvement project if 

they first used Optix 
Engage. 
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Lead form +
Energy Advisor

Online audit +
Energy Advisor

60% Higher Conversion 

Source: Energy Trust of Oregon 

Customer Snapshot 
Optix Engage customer since 2010 
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Before 

• Conserve To Preserve 
Program suffered from 
low participation despite 
lots of spending 

• Existing online tool not 
effective 

• 1,640 unique visitors in 
2013 (annualized) 

Now with Optix 

In four months: 

• 5,538 visitors 

• 3,096 online audits 

• 1,873 direct program 
enrollments 

Launched Optix Engage, Manage, and Partner in 2013 

Customer Snapshot 

Sources: NJNG & EnergySavvy Optix 



Web-Based Trade Ally Tools 

• Lessen admin burden & maximize 
participation 

• Reduce incomplete/inaccurate applications 

• Shorten rebate payment times 
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EnergySavvy Software:  
50% improvement Previous Software 

Score:  2.43 

21% 
Satisfied 

58% 
Satisfied 

Score:  3.65 

Launched Optix Engage, Manage & Partner in 2013 

Source: APS 

Customer Snapshot 
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Optix Engage customer since 2011, adding Manage & Partner 

Source: PSE 

Customer Snapshot 
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Before 

• Trade allies used paper 
forms for HomePrint 
program 

• Program team manually 
rekeyed all the data 

• Processing rebates took 
multiple weeks each 
month 

Now with Optix 

• Electronic forms 

• Trade ally interactions 
automated  

• Processing rebates  
takes 1.5 days each 
month 



Program & Portfolio Optimization 

• Track workflow & ID drop-off points 

• Transfer leads from one program to another 

• Manage trade ally activity across the portfolio 
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Before 
EnergySavvy 

After 
EnergySavvy Improvement 

Audit-to-retrofit 
conversion rate 

48% 70% 46% more 

Audit-to-test-out  
time period 

103 days 62 days 40% faster 

Contractor 
satisfaction 

15% 89% 6x happier 

Sample of 1,834 in-home audits 
* Based on internal analysis 

Up-front incentive $ 
per MBTU acquired* 

$6.80 $5.27 23% cheaper 

Optix Engage, Manage, Partner customer 2010 – 2012 

Customer Snapshot 
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Real-time Savings Analysis 

• Project-by-project automated usage data 
analysis 

• Continuous feedback enables continuous 
improvement 

• ID trends, make mid-year adjustments 
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Thoughts on Applicability in Michigan 

Balance 1st-Year & 
Persistent Savings 

• Technology can 
reduce admin 
costs & risk typical 
of more complex 
program models 

• Track multiple 
touch-points & 
staged retrofits 

Increase Contractor 
Buy-In 

• Tools to better 
track program 
pipeline 

• Reduce data entry 
requirements 

• Provide 
prescreened leads 
(& track how well 
they are turned 
into projects) 

Maximize EO 
Potential 

• Calibrate deemed 
savings or 
modeling tools 

• Quickly analyze 
pilots 

• Build upon MI’s 
energy leadership 
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